
Sue Crum, Chapter President, 

the R.E.D. team - Reinventing Everyday Designs 

Hoping that each of you had 

a glorious summer, whether 

you left town, stayed in town 

or did a little of both. People 

come from all over the world 

to visit San Diego, so we 

really are blessed to live 

here. 

 

This month I’m asking you to 

really STEP UP and get 

the word out about our 

BIG SHOE DRIVE, Satur-

day, October 15th from 10-2, 

at the Lawrence Family Jew-

ish Community Center. While 

our chapter is continuing to 

collect shoes for 

Soles4Souls until January 

9th, our big push is on Octo-

ber 15th. 

 

Anything you can do to get 

the word out to friends, 

neighbors, relatives, mem-

bers of your clubs and other 

organizations would be won-

derful and greatly appreciat-

ed. Soles4Souls is our big 

GO Month Project. 

Theresa Finnigin, our Direc-

tor of Marketing, has been 

working hard to get the word 

spread but she cannot do it 

alone. Your help in distrib-

uting the flyers she has cre-

ated will go a long way in 

getting this information out 

at the local level. 

 

Lyn Santina, our Vice Presi-

dent, has been in ongoing 

communication with 

Soles4Souls and is our con-

tact person with them. She 

has also secured many card-

board boxes for us to place 

at libraries, podiatrist offic-

es, chiropractor offices, nail 

salons, gyms and any place 

you can think of that was not 

on the list distributed last 

month through our Yahoo 

list. Let’s be sure we get this 

out and about in the commu-

nity. 

 

Denise Levine, our Secre-

tary, has worked feverishly 

to get us Priority Moving to 

house all the shoes until 

January and then to 

transport them to Fontana. 

Besides that she has worked 

with the Oceanside Turkey 

Trot to collect shoes on 

Thanksgiving Day. 

 

Hats off to these three indi-

viduals!! 

 

But they can’t make this GO 

Project a big success by 

themselves, so please 

 

STEP UP 

 

STEP FORWARD 

 

and take a BIG STEP for  

NAPO–San Diego!! 

 

Thanking you in advance for 

all that you can do to spread 

the word! 

From the Presidentõs Desk 

October, 2011 

San Diego Statement 

Sue Crum 
October is: 

¶ Long Term Care Planning 

Month 

¶ Eat Better, Eat Together 

Month 

¶ Financial Planning Week - 

October 6 - 12 

¶ Positive Attitude Month 

¶ Class Reunion Month 

¶ Make a Difference Day - 

October 25  
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NAPO-San Diego Leadership 

Board of Directors 

President, Sue Crum 

Vice President, Lyn Santina 

Secretary, Denise Levine 

Treasurer, Liz Davis 

Immediate Past President, 

Jan Davis 

Director of Marketing, 

Theresa Finnigin 

Director of Membership,       

Barbara Langdorf 

Director of Professional            

Development, Jessica Barna 

Committee Members 

BCPO Liaison & Study Group   

Coordinator, Sue Crum 

Chapter Inventory Custodian,    

Risa Goldberg, CPO® 

Chapter Portrait Gallery,          

Donna Cowan, CPO® 

Database Coordinator & Meeting 

Invitations, Leah Slayen 

Golden Circle Chair,                  

Donna Cowan, CPO® 
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Jessica Barna 
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Jana Hartwell, CPO® 
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Therese Hall 
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Recycling and Donations,             
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berg, CPO®, Jean Kleint, Leah 
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Sandy Mathews   

Yahoo! Groups Manager,            
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Did You Know...  

More than half of U.S. workers waste an hour or more a 

day on interruptions:  60% come from electronic devices 

and e-mails, while the other 40% come from traditional 

sources, such as phone calls or chats with colleagues. 

Americans throw away 2.5 million plastic bottles every 

hour. 

About 25% of workers save things in piles instead of files. 

New Members 

We are very excited to announce the addition of two new members to the NAPO-San Diego Chapter: 

We would like to welcome Natasha Rickert as 

a new member of our NAPO-San Diego Chap-

ter. Her business is Energy to Organize, in 

which she specializes in Residential and Busi-

ness organizing and works throughout all of 

San Diego County. A former corporate trainer, 

she enjoys training, motivating and public 

speaking. In addition to residential and busi-

ness services, Natasha offers Career Organiz-

ing Resources, including resumes, cover letters, and job interview coaching. She and her husband 

enjoy adventures in camping, white-water rafting and motorcycles. Natasha would like to contribute to 

our Chapter in areas of Publicity, Membership, be a Greeter at meetings and perhaps serving on the 

Board of Directors. Please take the time to get to know her better - welcome, Natasha! 

Natasha  Rickert 

Natasha Rickert 

Energy to Organize 

10350 Toledo Road 

Spring Valley, CA  91977 

619-244-8528 

natasha@energytoorganize.com 

www.energytoorganize.com 

We would like to welcome Rochelle “Chelle” 

Komula as a new member of our NAPO-San 

Diego Chapter. Her business is Carpe Disor-

dem, in which she specializes in Residential 

organizing and works throughout most of San 

Diego County. Chelle’s primary specialties 

include Closet Organizing, Garages, Kitchens, 

and Office (non-business). Other areas of ex-

pertise include Fundraising, Project Manage-

ment and Volunteer Management. Chelle would like to contribute to our Chapter in the areas of Hospi-

tality, Membership and the Website. Please take the time to get to know her better - welcome, Chelle! 

Rochelle “Chelle” Komula 

Carpe Disordem 

3677 41st Street #4 

San Diego, CA  92105 

760-533-9788 

rochellek@carpedisordem.com 

www.carpedisordem.com 

No 

Picture 

Available 

http://www.energytoorganize.com/
http://www.carpedisordem.com/


Page 3 October, 2011 

GO Month - Why Wait Till January? 
 
by Theresa Finnigin, Ready Aim Organize, Chapter Director of Marketing 

     and Lyn Santina, Clutter Transformations, Chapter Vice President 

!ǎ ƻǊƎŀƴƛȊŜǊǎΣ ǿŜ ƎŜƴŜǊŀƭƭȅ ŎŜƭŜōǊŀǘŜ DŜǘ hǊƎŀƴƛȊŜŘ aƻƴǘƘ 

όDh aƻƴǘƘύ ƛƴ WŀƴǳŀǊȅ ŜŀŎƘ ȅŜŀǊΦ !ƭǘƘƻǳƎƘ нлмн ǿƛƭƭ ōŜ ƴƻ 

ŜȄŎŜǇǝƻƴΣ ǘƘŜ b!th-{ŀƴ 5ƛŜƎƻ /ƘŀǇǘŜǊ ŘƻŜǎ ƴƻǘ ǿŀƴǘ ǘƻ 

ǿŀƛǘΗ [ŜǘΩǎ ŎŜƭŜōǊŀǘŜ bh²Φ 

 

b!th bŀǝƻƴŀƭ Ƙŀǎ ǘŜŀƳŜŘ ǳǇ ǿƛǘƘ {ƻƭŜǎп{ƻǳƭǎΣ ŀ ƴƻƴ-ǇǊƻŬǘ 

ŀƎŜƴŎȅ ǘƘŀǘ ŎƻƭƭŜŎǘǎ ŘƻƴŀǘŜŘ ǎƘƻŜǎ ŀƴŘ ŘƛǎǘǊƛōǳǘŜǎ ǘƘŜƳ ƴŀπ

ǝƻƴŀƭƭȅ ŀƴŘ ƛƴǘŜǊƴŀǝƻƴŀƭƭȅ ǘƻ ŎƘƛƭŘǊŜƴ ŀƴŘ ŀŘǳƭǘǎ ǿƘƻ ƴŜŜŘ 

ŦƻƻǘǿŜŀǊΦ ¢ƘŜ b!th-{ŀƴ 5ƛŜƎƻ /ƘŀǇǘŜǊ Ƙŀǎ ƧƻƛƴŜŘ ǘƘƛǎ ŜũƻǊǘ 

ōȅ ƛƴŘƛǾƛŘǳŀƭƭȅ ŀƴŘ ŎƻƭƭŜŎǝǾŜƭȅ ŎƻƭƭŜŎǝƴƎ ǎƘƻŜǎΦ [ƻŎŀƭƭȅΣ ǿŜΩǾŜ 

ǇŀǊǘƴŜǊŜŘ ǿƛǘƘ tǊƛƻǊƛǘȅ aƻǾƛƴƎ ǘƻ ƳŀƪŜ ǘƘƛǎ ŀƭƭ ƘŀǇǇŜƴΦ tǊƛƻǊƛπ

ǘȅ aƻǾƛƴƎ Ƙŀǎ ƎǊŀŎƛƻǳǎƭȅ ŘƻƴŀǘŜŘ ǎǘƻǊŀƎŜ ǎǇŀŎŜΣ ŀ ǘǊǳŎƪ ŀƴŘ ŀ 

ŘǊƛǾŜǊ ǘƻ ƘŜƭǇ ǳǎ ƎŜǘ ŀƭƭ ǘƘŜ ǎƘƻŜǎ ǘƻ ŀ ǊŜƎƛƻƴŀƭ {ƻƭŜǎп{ƻǳƭǎ 

ǿŀǊŜƘƻǳǎŜ ƛƴ CƻƴǘŀƴŀΣ /ŀƭƛŦƻǊƴƛŀΦ ¢Ƙƛǎ ƛǎ ǉǳƛǘŜ ǘƘŜ ǘŜŀƳ ŜũƻǊǘ 

ŀƴŘ ǿŜ ŀǊŜ ƎǊŀǘŜŦǳƭ ŦƻǊ ŀƭƭ ǘƘŜ ǎǳǇǇƻǊǘΦ 

 

hƴ hŎǘƻōŜǊ мрǘƘΣ ǘƘŜ b!th-{ŀƴ 5ƛŜƎƻ /ƘŀǇǘŜǊ ǿƛƭƭ Ƙƻǎǘ ŀ ǎƘƻŜ 

ŘǊƛǾŜ ŀǘ ǘƘŜ [ŀǿǊŜƴŎŜ CŀƳƛƭȅ WŜǿƛǎƘ /ƻƳƳǳƴƛǘȅ /ŜƴǘŜǊ ƛƴ [ŀ 

Wƻƭƭŀ ŦǊƻƳ млŀƳ-нǇƳΦ !ƴȅƻƴŜ ŀƴŘ ŜǾŜǊȅƻƴŜ ƛǎ ǿŜƭŎƻƳŜ ǘƻ 

ŎƻƳŜ ŀƴŘ ŘǊƻǇ ƻũ ǎƘƻŜǎΦ {ƻƭŜǎп{ƻǳƭǎ ŎƻƭƭŜŎǘǎ ƴŜǿ ŀƴŘ ƎŜƴǘƭȅ 

ǳǎŜŘ ǎƘƻŜǎΦ !ƴȅ ǎƛȊŜ ŀƴŘ ǎǘȅƭŜ όƛƴŎƭǳŘƛƴƎ ƘŜŜƭǎΣ ƅƛǇ-ƅƻǇǎΣ ŀƴŘ 

ōŀōȅ ǎƘƻŜǎύ Ŏŀƴ ōŜ ŘƻƴŀǘŜŘΦ 9ǾŜƴ ƛŦ ȅƻǳ ƘŀǾŜ ŀ ǎƛƴƎƭŜ ǎƘƻŜ 

ǿƛǘƘƻǳǘ ŀ ƳŀǘŎƘΣ ǘƘŜ ǎƘƻŜ ǿƛƭƭ ōŜ ƳŀǘŎƘŜŘ ǳǇ ōȅ {ƻƭŜǎп{ƻǳƭǎ 

ƻǊ ǊŜŎȅŎƭŜŘ ŀƴŘ ƳŀŘŜ ƛƴǘƻ ƴŜǿ ǎƘƻŜǎΗ IŜƭǇ ǳǎ ǎǇǊŜŀŘ ǘƘŜ ǿƻǊŘ 

ŀōƻǳǘ ǘƘƛǎ ƎǊŜŀǘ ŜǾŜƴǘ ōȅ ǘŜƭƭƛƴƎ ȅƻǳǊ ƴŜƛƎƘōƻǊǎΣ ŦŀƳƛƭȅΣ ŦǊƛŜƴŘǎ 

ŀƴŘ ŎƭƛŜƴǘǎΦ !ƴȅǝƳŜ ƛǎ ŀ ƎǊŜŀǘ ǝƳŜ ǘƻ ŎƭŜŀƴ ƻǳǘ ȅƻǳǊ ŎƭƻǎŜǘΣ 

ƭŀǳƴŘǊȅ ǊƻƻƳΣ ŎŀǊ ǘǊǳƴƪ ƻǊ ǳƴŘŜǊ ȅƻǳǊ ōŜŘ ǘƻ ŬƴŘ ǎƘƻŜǎ ȅƻǳ 

ƴƻ ƭƻƴƎŜǊ ǿŜŀǊΣ ƴŜŜŘ ƻǊ ƭƻǾŜΦ 

hƴŎŜ ŀƎŀƛƴΣ hŎǘƻōŜǊ мрǘƘ ƛǎ ƻǳǊ ǎƘƻŜ ŘǊƛǾŜΣ ōǳǘ ȅƻǳ Ŏŀƴ ŎƻƭƭŜŎǘ 

ǎƘƻŜǎ ŀƴŘ ōǊƛƴƎ ǘƘŜƳ ǘƻ tǊƛƻǊƛǘȅ aƻǾƛƴƎ ōŜǘǿŜŜƴ ƴƻǿ ŀƴŘ 

WŀƴǳŀǊȅ фΣ нлмнΦ tƭŜŀǎŜ ōŜ ǎǳǊŜ ŀƴŘ Ŏŀƭƭ ǘƘŜƳ ǇǊƛƻǊ ǘƻ ȅƻǳǊ 

ŘǊƻǇ-ƻũΦ ²ƘŜǘƘŜǊ ȅƻǳ ōǊƛƴƎ ƻƴŜ ǇŀƛǊ ƻǊ ŀ ǘƘƻǳǎŀƴŘ ǇŀƛǊǎΣ ȅƻǳ 

ǿƛƭƭ ōŜ ƘŜƭǇƛƴƎ ƻǳǊ /ƘŀǇǘŜǊ ǎǳŎŎŜŜŘ ŀƴŘ ƘŜƭǇƛƴƎ ŎƘŀƴƎŜ ǘƘŜ 

ƭƛŦŜ ƻŦ ǎƻƳŜƻƴŜ ƛƴ ƴŜŜŘΦ ¸ƻǳ Ŏŀƴ ǇŀǊǝŎƛǇŀǘŜ ōȅ ŎƭŜŀƴƛƴƎ ƻǳǘ 

ȅƻǳǊ ƻǿƴ ǎƘƻŜǎ ŀƴŘ ǎŜǩƴƎ ǳǇ ŎƻƭƭŜŎǝƻƴ ōƻȄŜǎ ƴŜŀǊ ȅƻǳǊ 

ƘƻƳŜ ŀǘ ƭƻŎŀƭ ōǳǎƛƴŜǎǎ ƻǊ ŎƻƳƳǳƴƛǘȅ ŎŜƴǘŜǊǎΦ /ƘŜŎƪ ǘƘŜ ōƻȄπ

Ŝǎ ǊŜƎǳƭŀǊƭȅ ǘƻ ƳŀƪŜ ǎǳǊŜ ǘƘŜȅ ŀǊŜ ƴƻǘ ƻǾŜǊƅƻǿƛƴƎΦ 

 

LŘŜŀǎ ŦƻǊ ƭƻŎŀǝƻƴǎ ǘƻ ǎŜǘ ǳǇ ȅƻǳǊ ŎƻƭƭŜŎǝƻƴǎ ōƻȄŜǎΥ 

¶ 5ƻŎǘƻǊΩǎ ƻŶŎŜ όǇƻŘƛŀǘǊƛǎǘΣ ŎƘƛǊƻǇǊŀŎǘƻǊΣ ǇŜŘƛŀǘǊƛŎƛŀƴΣ 

ƻǊǘƘƻǇŜŘƛǎǘΣ ŜǘŎΦύ 

¶ /ƻũŜŜ ǎƘƻǇ 

¶ IŀƛǊκbŀƛƭ ǎŀƭƻƴ 

¶ {ƘƻŜ ǎǘƻǊŜ 

¶ !ǘƘƭŜǝŎ ǎƘƻŜ ƻǊ ŜǉǳƛǇƳŜƴǘ ǎǘƻǊŜ 

¶ /ƘǳǊŎƘ 

¶ DȅƳκCƛǘƴŜǎǎ ŎŜƴǘŜǊ 

¶ 5ŀȅŎŀǊŜ 

 

 

ŎƻƴǝƴǳŜŘ ƻƴ ǇŀƎŜ п 

Shoes at Priority Moving and Storage to be stored until the shoes are 

shipped to Soles4Souls 

Bryan Bloom of Priority Moving discussing the shoe storage plan with 

NAPO-San Diegoõs Vice President, Lyn Santina 



DǳƛŘŜƭƛƴŜǎ ŦƻǊ ŎƻƭƭŜŎǝƴƎ ǎƘƻŜǎ ŀƴŘ ōǊƛƴƎƛƴƎ ǘƘŜƳ ǘƻ tǊƛƻǊƛǘȅ 

aƻǾƛƴƎΥ 

¶ hƴŎŜ ȅƻǳΩǾŜ ŎƻƭƭŜŎǘŜŘ ǎƘƻŜǎΣ Ǉǳǘ мл ǇŀƛǊǎ ƻŦ ǎƘƻŜǎ ƛƴ ŀ 

ŎƭŜŀǊ ǇƭŀǎǝŎ ōŀƎ όŎƭŜŀǊ ƎŀǊōŀƎŜ ōŀƎǎ ŀǊŜ ōŜǎǘύΦ 

¶ 5ƻ bh¢ ŎƭŜŀƴ ǘƘŜ ǎƘƻŜǎ ǿƛǘƘ ŀƴȅ ƭƛǉǳƛŘ ƻǊ ǇƻƭƛǎƘΦ YŜŜǇ 

ǘƘŜ ǎƘƻŜǎΣ ŀǎ ƛǎΣ ǘƻ ǇǊŜǾŜƴǘ ǎƘƻŜǎ ŦǊƻƳ ŘŜǾŜƭƻǇƛƴƎ ƳƻƭŘ ƛƴ 

ǎǘƻǊŀƎŜ ŀƴŘ ǘǊŀƴǎƛǘΦ 

¶ ¢ƛŜ ǘƘŜ ǎƘƻŜǎ ǘƻƎŜǘƘŜǊ ōȅ ǘƘŜ ƭŀŎŜǎΦ LŦ ǘƘŜǊŜ ŀǊŜ ƴƻ ƭŀŎŜǎΣ 

ǎŜŎǳǊŜ ŜŀŎƘ ǇŀƛǊ ǿƛǘƘ ŀ ǎǘǊƛƴƎ ƻǊ ǊǳōōŜǊ ōŀƴŘΦ 

¶ LŦ ȅƻǳ ƴŜŜŘ ŀƴ ƻŶŎƛŀƭ {ƻƭŜǎп{ƻǳƭǎ ŎƻƭƭŜŎǝƻƴ ōƻȄ ǘƻ ǎŜǘ ǳǇ 

ƛƴ ȅƻǳǊ ŀǊŜŀΣ ǇƭŜŀǎŜ ŎƻƴǘŀŎǘ [ȅƴ {ŀƴǝƴŀ όсмф-упл-рфлл ƻǊ 

ƭȅƴϪŎƭǳǧŜǊǘǊŀƴǎŦƻǊƳŀǝƻƴǎΦŎƻƳύΦ 

ŎƻƴǝƴǳŜŘ ŦǊƻƳ ǇŀƎŜ о 
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GO Month - Why Wait Till January? 

Logic will get you from A to B. 

Imagination will take you everywhere. 
    ~ Albert Einstein 

Make a memory quilt. Do you have lots of 

clothing that reminds you of special times 

or special people? If so, make a quilt from 

scraps of each item. A quilt lets you keep 

the memory, without keeping the bulk. 

It’s time to let go. 

When a person holds on to something physically, they 

tend to become even more attached to it. When getting 

rid of clutter, have a friend, relative or professional or-

ganizer hold the object while they decide whether to 

keep it or get rid of it. 

¢ƘŜ ƳƻǊŜ ǎƘƻŜǎ ȅƻǳ ōǊƛƴƎ ƛƴΣ ǘƘŜ ƳƻǊŜ ǇŜƻǇƭŜ ȅƻǳ ŀǊŜ ƘŜƭǇπ

ƛƴƎΗ !ǎ ƛŦ ǘƘŀǘ ǿŀǎƴΩǘ ŜƴƻǳƎƘΣ ǘƘŜ /ƘŀǇǘŜǊ ƳŜƳōŜǊ ǿƘƻ ōǊƛƴƎǎ 

ƛƴ ǘƘŜ Ƴƻǎǘ ǇŀƛǊǎ ƻŦ ǎƘƻŜǎ ǿƛƭƭ ǿƛƴ ŀ ǇǊƛȊŜΦ .Ŝ ǎǳǊŜ ǘƻ ŎƘŜŎƪ 

ȅƻǳǊ ŜƳŀƛƭ ǊŜƎǳƭŀǊƭȅ ǘƻ ƭŜŀǊƴ ǿƘŀǘ ǘƘŜ ǇǊƛȊŜ ǿƛƭƭ ōŜΦ 

 

CƛƴŀƭƭȅΣ ƛŦ ȅƻǳΩŘ ƭƛƪŜ ǘƻ ǾƻƭǳƴǘŜŜǊ ƻƴ  hŎǘƻōŜǊ мрǘƘ ŀǘ ǘƘŜ ǎƘƻŜ 

ŘǊƛǾŜΣ ǇƭŜŀǎŜ ŎƻƴǘŀŎǘ [ȅƴ {ŀƴǝƴŀΦ aŀƴȅ ǾƻƭǳƴǘŜŜǊǎ ŀǊŜ ƴŜŜŘŜŘ 

ŦƻǊ ǘƘŜ ǎƘƻŜ ŘǊƛǾŜ ŀƴŘ ƻƴƎƻƛƴƎ ǘƘǊƻǳƎƘ WŀƴǳŀǊȅ фΣ нлмнΦ ±ƻƭπ

ǳƴǘŜŜǊǎ ŀǊŜ ƴŜŜŘŜŘ ŦƻǊ ŀŘƳƛƴƛǎǘǊŀǝǾŜ ǘŀǎƪǎΣ ǎǳŎƘ ŀǎ ǎƻǊǝƴƎΣ 

ŎƻǳƴǝƴƎΣ ŀƴŘ ŎƻƳǇƭŜǝƴƎ ǘƘŜ ƴŜŎŜǎǎŀǊȅ ǇŀǇŜǊǿƻǊƪ ōŜŦƻǊŜ 

ǎƘƻŜǎ Ŏŀƴ ōŜ ǎŜƴǘ ǘƻ ǘƘŜ {п{ ǿŀǊŜƘƻǳǎŜΦ !ƴȅ ǝƳŜ ȅƻǳ Ŏŀƴ 

ŎƻƳƳƛǘ ǿƻǳƭŘ ōŜ ŀǇǇǊŜŎƛŀǘŜŘΗ 
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Eliminate the Chaos at Work: 

   10 Techniques to Increase Your Productivity 
 

by Laura Leist, CPO®, Eliminate Chaos 

Working in an organized, productive office is a must in to-

day’s business climate. Companies have fewer resources to 

accomplish what needs to get done and can’t afford any 

lost time or productivity due to lack of systems, processes 

and organization. However, the question I hear often is:  

“Where do I start?” It doesn’t matter what industry you work 

in, or what your title is – all offices can be broken down into 

four areas that require streamlined systems and processes 

to be created and maintained. 

 

The Four Areas 

 

1. Paper:  May include paper management systems, paper 

flow and filing and retrieval systems. 

2. Electronic Information:  Any information stored elec-

tronically, such as documents, customer information, 

photos, etc. 

3. Stuff:  Anything that must live in the office that isn’t 

paper. 

4. Time Management:  The desire and ability to manage 

your time and prioritize tasks to ensure that you meet 

deadlines and achieve goals. 

 

Techniques to Increase Your Productivity 

 

1. Identify time wasters at work and eliminate them. 

Some of these may include:  distractions, informational 

or unsolicited e-mail, e-mail that doesn’t answer the 

questions asked, not knowing how to use the software 

tools you have, inability to find paper or electronic docu-

ments or files when needed, and a lack of documented 

processes and procedures. 

2. Develop strategies for accomplishing the most im-

portant action items each day in order to meet your 

goals and complete projects on time. Create a system 

that you will use and maintain daily that will help you 

track your action items. Your ideal solution may be a 

hybrid of electronic and paper-based systems. 

3. Conduct and participate in productive meetings. Meet-

ings can waste a lot of time and produce few results; 

implement these techniques to ensure productive 

meetings:  start on time, show up on time, use an  

agenda and distribute before the meeting, keep it short, 

schedule for 45 minutes instead of an hour, don’t allow 

scope creep, acknowledge the elephant in the room, 

choose an effective moderator or facilitator, assign a 

designated timekeeper, conduct meetings while stand-

ing, listen, stop multitasking, show respect, be prepared, 

don’t speak just to be heard, if feasible – attend by 

phone, follow up and end on time. 

4. Implement one or several paper management systems 

for your office. Depending on your needs, these may 

include:  a Daily Action Center™, reference system, oper-

ational, or archival. 

5. Get in the habit of eliminating paper and information 

immediately if not needed or after the purpose has been 

served. Eliminate immediately:  junk mail, meeting agen-

das when stored electronically, draft documents stored 

electronically, brochures from past conference you did-

n’t attend, outdated marketing material, invitations to 

events you won’t attend. Eliminate after the purpose has 

been served:  printed e-mail, project notes or documen-

tation from projects that never happened, articles or 

clippings you’ve not read in more than three years, doc-

uments distributed at meetings if saved electronically, 

boarding passes more than a year old, old catalogs, and 

operation manuals for items you don’t own anymore. 

6. Use our 10-step process to turn paper piles into files. 

a. Dedicate time  

b. Gather supplies (trash can, recycle bin, sticky 

notes) 

c. Establish a staging area (you need a place to 

spread out what you will sort) 

d. Sort 

e. Eliminate (shred, recycle information no longer 

needed or relevant) 

f. Group “like items” together 

g. Examine your space (so you know what products 

you need to purchase) 

(Continued on page 6) 
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NAPO Education Classes 

October 3 and 10 PO-104T Starting Out as a Business Organizer (2-Part Class) 

October 4 PO-403T Chronic Disorganization 

October 4, 11, 18 and 25 PO-201T Residential Needs Assessment (4-Part Class) 

October 12 PO-001T Introduction to Professional Organizing 

October 13 PO-304T Project Management for Residential Organizers 

November 2 PO-202W Residential Information Management 

November 17 PO-305T Project Management for Office Business Organizers 

November 21, 28 

December 5, 12 

PO-101T Starting an Organizing Business (4-Part Class) 

November 21 PO-001T Introduction to Professional Organizing 

Visit www.napo.net for more information on these teleclasses and webinars. 

h. Shop  

i. Install the product (filing cabinets, wall file holders, 

hanging files) 

j. Maintain (the key to any paper system!) 

7. Develop and implement strategies to help alter behavior 

and habits that will reduce your feeling of information 

overload. Strategies include: 

a. Technology devices that have an on switch also 

have an off switch. 

b. Set boundaries. 

c. Unsubscribe. 

d. Create rules in your inbox to eliminate distractions. 

e. Turn off the e-mail pop-up box. 

f. Update your voicemail to reflect when you are 

available to return calls. 

g. Be disciplined. 

h. Set and reset expectations. 

i. Don’t feel pressured into an unrealistic deadline. 

j. Shift from being reactive to proactive. 

8. Implement file naming convention best practices. 

9. Implement version control for your electronic docu-

ments. 

10. Implement a disaster recovery plan for your electronic 

data. 

 

©2011 Eliminate Chaos 

continued from page 5 Author Bio: 

Laura Leist, CPO® is an organizing and productivity consult-

ant, founder of Eliminate Chaos and author of Eliminate the 

Chaos at Work: 25 Techniques to Increase Productivity 

(Wiley 2011) and Eliminate Chaos:  The 10-Step Process to 

Organize Your Home & Life (Sasquatch 2006). Laura is the 

Immediate Past President of NAPO and recipient of the  

NAPO Shining Star Award. 

Connect with Laura: 

Twitter @LauraLeist or @eliminatechaos 

Facebook at www.facebook.com/eliminatethechaosatwork 

or www.facebook.com/eliminatechaos 

Eliminate the Chaos at Work 

http://www.napo.net/favicon.ico
http://www.facebook.com/eliminatethechaosatwork
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The New Face of NAPO - San Diego  

NAPO-San Diego is now on Face-

book! You can find us at 

www.facebook.com/naposandiego . 

Facebook is a great interactive tool 

where we can share organizing tips, 

business updates, Chapter news and 

more with each other and the San 

Diego community. To some, this tool 

is just more communication clutter, 

but for many Americans (including 

potential clients and future organiz-

ers) this is their #1 means of com-

munication.  

 

¶ As of 2011, there are 

500,000,000 active Facebook 

users  

¶ 71.2% of internet users in the 

US are on Facebook  

¶ 48% of 18 -34 year olds check 

Facebook right when they 

wake up  

¶ In 2011, FB surpassed Google 

as the #1 visited website  

¶ 35+ demographic is now more 

than 30% of all users  

 

Why was getting NAPO -San Diego 

on Facebook an important step for-

ward? Facebook gives us the oppor-

tunity to:  

 

¶ Grow Chapter exposure, mem-

bership and credibility  

¶ Grow individual business expo-

sure  

¶ Educate the public on who we 

are, what we do and how we 

can serve them  

¶ Market events such as meet-

ings, prospective organizer 

meetings, GO Month, and oth-

er Chapter sponsored events  

¶ Communicate, interact and 

support each other  

 

We would love to have your support 

as our Facebook page grows. Each 

month we will feature organizing 

tips related to a specific monthly 

theme. You can submit tips to The-

resa Finnigin 

(theresa@readyaimorganize.com). 

Each tip you submit (up to 3 tips 

each month) will be featured 

throughout the month with a link to 

your business Facebook page or 

your business website. Each tip 

must be related to the monthly 

theme, 420 characters (including 

spaces) or less and be submitted 

any time before the last day of the 

prior month. Each month youôll re-

ceive an email highlighting the 

guidelines and instructions for sub-

mitting tips. Novemberôs theme is 

Bedroom Organizing. All Bedroom 

Organizing tips must be emailed to 

Theresa Finnigin by October 31, 

2011. Keep your eye on your inbox 

in October for the reminder email!  

 

Be sure to visit 

www.facebook.com/naposandiego  

and ólikeô the page if you have not 

done so yet. Share the page with 

your Facebook friends by clicking on 

the link ñinvite friendsò on the right 

side of the NAPO -San Diego Face-

book page.  

 

We can support each other by com-

menting or ólikingô posts. You can 

also share posts you like on your 

personal or business page. The more 

interaction and sharing you do to 

support the page will only help grow 

our exposure! We appreciate your 

support as NAPO -San Diego embrac-

es this ever -growing communication 

tool. If you have any questions re-

garding Facebook and NAPO -San 

Diego, please contact Theresa Finni-

gin.  

 

by Theresa Finnigin, Ready Aim Organize 

     Chapter Director of Marketing 

http://www.facebook.com/naposandiego
http://www.facebook.com/naposandiego
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by Sue West, CPOÈ, Space4U Organizing, LLC 

3ÕÅ 7ÅÓÔ 

How do you know your client truly 

thinks differently about their belong-

ings, after youôve organized or 

coached together? How does the cli-

ent know? How does he or she rec-

ognize this shift, this success youôve 

had together? 

 

One method I use is metaphors. A 

client will work on a metaphor for 

where theyôre at now and where 

theyôd like to be. Some clients give 

me the metaphor before I ask. Some 

I work with to create their own. 

 

Some can only tell me where theyôre 

at now. They truly canôt envision the 

future. They are too overwhelmed or 

something is in the way of thinking 

ahead. 

 

Metaphors are a way for your client to 

feel and track their success in your 

work together. 

 

Examples of Metaphors 

 

It's like my feet are in concrete 

blocks, holding me down. I sink and 

canôt do anything about it. 

 

It's like a monkey on my back. I can't 

imagine spending time on my hob-

bies until that monkey's off my back. 

Iôd feel guilty otherwise. 

 

My house has the energy of an earth-

quake. I want it to have the energy of 

an oasisé a little bit of Heaven on 

Earth. 

 

It's a steep train ride to the top. I just 

don't know how I'll ever get there. 

 

Itôs like my house is a living, breath-

ing person. And when I walk into this 

house, that ñpersonò says: ñI canôt 

believe you canôt keep this place 

straightened out. Boy, are you worth-

less.ò 

 

Iôm driving a junky old beat up car, 

which makes these horrible noises as 

I drive down the road. Where do I 

want to be? In a brand new, very qui-

et car. Iôm serene. All alone, quietly 

driving down the road. Without all this 

noise. 

 

The Clientôs Language Informs 

Your Work 

 

As you begin your first phone call or 

organizing session, ask the client to 

create a metaphor as a starting point. 

Often, clients will come up with these 

on their own if they are comfortable 

with metaphors. 

 

When a client comes up with her met-

aphor, itôs a deep way of engaging 

with the organizing challenge. And 

the language the client uses will in-

form your work together so listen very 

carefully. 

 

An energy metaphor:  The earth-

quake metaphor also explains the 

kind of energy the client wants to feel 

in her home. So as you finish up or-

ganizing a corner of a room, ask her 

if the energy has shifted and how that 

feels. We can measure progress and 

in terms she naturally relates to. 

 

Motion metaphor:  The steep train 

ride to the top. Play with the meta-

phor and ask about the creative ways 

she might get to the top. Does she 

need outside support? A more power-

ful engine? And as you progress in 

your organizing work, how steep is 

that slope looking? How is she feeling 

about her abilities to conquer that 

mountaintop? Whatôs happening in-

side and outside the train? 

 

Auditory metaphor:  The car meta-

phor:  Where is all the noise coming 

from? In his head or from potential 

outside distractions? How can we 

tone down the sound of the car? 

What do we need to do to acquire 

that quiet, new car? 

 

Where Does the Client Want to Be? 

And How Do We Get There? 

Sometimes the overwhelm or shame 

is too strong for the client to visualize 

a clearer schedule or a new space. 

And yet, if you give the client all the 

answers, he wonôt be as engaged as 

if the answers are the result of his 

insights from your coaching together. 
continued on page 9 
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Be in charge of your schedule. 

Reserve ten minutes each evening to schedule the next day. 

Generally, schedule only 70% of your time to allow for inter-

ruptions and emergencies. Be sure to draw from your list of 

things that must be done. Try to set up time blocks where 

you work on a specific area (for example, marketing), for a 

certain amount of time before you move on to finances. 

This will affect his motivation and suc-

cess at maintenance. 

 

What most clients can do is to play 

with the metaphor and describe what 

they want to change in that context. 

Then itôs your role to keep connecting 

the organizing work with the meta-

phor, so he claims it as his. 

 

Questions to Elicit ñAfterò Meta-

phors 

 

When you donôt have those concrete 

blocks on your legs, what happens to 

you? What lies ahead now? 

 

So once your organizing challenges 

are under control, where is that mon-

key now? How did we get him off 

your back? 

 

So whatôs at the end of that train ride 

to the top? How will we get there? 

What lies over the mountaintop for 

you? What do you see/feel/ 

experience? 

continued from page 8 Inspiration and Motivation from 

Metaphors 

 

Remember the house as a living, 

breathing person which yells at its 

owner every time she walks in her 

home? Consider how inspired and 

motivated this woman was at organiz-

ing, after weôd worked through her 

metaphor together. 

 

So what does your house say to you, 

when you walk in it and your organiz-

ing projects are now under control? 

How will it speak to you then? 

 

Her answer:  My house would be a 

home finally. And my new home 

would give me a big hug every time I 

came home. It would embrace my 

adult children as we build our new 

family, without their father. 

 

Try out metaphors with your next cli-

ent. Or try one out for yourself. What 

will your metaphor be for where you 

are now.éand where you want to 

be? 

Copyright 2011 

 

Sue West is a Certified Organizer 

CoachÈ and Certified Professional 

OrganizerÈ. She specializes in or-

ganizing support for mid and later life 

transitions, allowing people to move 

onto their next chapter in life. She 

offers coaching, in-home organizing, 

classes and presentations. Her book, 

Organize for a Fresh Start: Embrace 

Your Next Chapter in Life, is due out 

this Fall. Sue opened Space4U     

Organizing Services 

(www.organizeNH.com) in 2004 after 

a series of life transitions herself. You 

can reach Sue at 603-765-9267. 

Metaphors and Organizing 

http://organizenh.com/


Todayôs organizer needs to diversify to seek out new income 

streams and boldly go where weôve never gone before. Dur-

ing this economic time, a great way to add to your existing 

business model is to create service packages at a variety of 

price levels. You will benefit by having a new way to market 

your services, fulfill client needs, and provide an alternative 

to hourly pricing. 

 

If youôre struggling with marketing your services, creatively 

constructed seasonal packages can address specific needs 

clients may not even know they have. As a professional who 

wears many hats, youôll want to identify those needs during 

specific times of the year, and package your services accord-

ingly. 

 

If youôre not sure of your clientsô needs, take an informal 

survey of potential customers using a source like Survey-

monkey.com and ask questions. Additionally, ask yourself 

what your particular challenges are in regard to your home 

and business, and then tailor your packages to address some 

of those needs. 

 

Holiday planning and execution can be overwhelming, ex-

pensive and time consuming. By focusing on the areas that 

cause people the most stress, you can create appealing and 

appropriate packages to meet their greatest needs. 

 

Offer your services in package format, from small to large 

projects, and gain the ability to target a variety of budgets. 

There isn't a right or wrong way to create a package. 

 

Here are a few tips for establishing packages: 

 

1. Give your packages creative 

and upbeat names describing 

the solution to a problem. Use 

descriptive words, as well as 

rhyming and alliteration, to 

make them stand out. Keep the 

names to two or three words, 

and avoid silly names (unless, 

of course, your website and 

brand have a comedic tone). 

You want to always sound pro-

fessional and credible. 

2. Write descriptions for your packages. 

Make them short, sweet, and to the 

point, remembering that your clients 

are disorganized and easily over-

whelmed by too much text. Offer a 

concise description, without too much 

detail; just enough to stimulate interest 

and motivation for a call to action. Ascertain their pain and 

frustration, so that when they see your packages, they will 

want to óbuy nowô! 

3. Now that you've named your packages and written a clear 

and precise description, the next step is to price it. Your 

packages may grab the attention of potential clients by 

offering them a small amount of savings for purchasing in 

quantity; however, make sure the total you charge meets 

your salary needs. Tack on value-added options you might 

already be offering, such as tips or digital audio files that 

cost you little or nothing, but offer the client a much need-

ed convenience.  

4. Limit your package offerings to three or four options. Too 

many possibilities will just confuse the client and could 

scare away someone who is already overwhelmed. I rec-

ommend an entry level package, a mid-level package and 

a higher-end package. This allows you to have something 

for everyone and give new clients an opportunity to get to 

know your services without having to make a huge initial 

investment. 

5. Create a listing of a la carte services where each item is 

individually priced. You donôt want to be in the position 

of revamping and revising your packages every few 

months. The advantage of the listing a la carte 

services is that they address both seasonal and 

specialty organizing services. 

Some services you might offer a la carte in-

clude personal shopping, gift wrapping, holi-

day decorating, virtual assistance, bill paying 

services, file system makeover, personal ser-

vices, packing and unpacking services. 

A sample package grid is shown on the next 

page: 

continued on page 11 
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by Paris Love, Organize With Love, LLC 
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Success is liking yourself, liking what you do, 

and liking how you do it. 

     ~ Maya Angelou 

Paris Love is a Productivity and Or-

ganizational Consultant serving over-

extended professionals in rejuvenating 

their quality of life. Paris has written 

articles for NAPO News, Baldwin Par-

ent, Star Lee Magazine, Organizing A 

to Z, BrownSkin Magazine, Online 

Organizing and Home Base Quarterly. 

Catch Paris on A & E ñHoardersò 

where she helps a family in crisis. Her 

most recent book, Fifty Tips to Get 

You Organized in Ten Minutes or 

Less, along with more information on 

her lifeôs work and business can be 

found at www.organizewithlove.com 

or by calling 770-722-2748. 

Creating Service Packages for the Holidays 

  
(Fill in the Blank) 

Basic Package 

(Fill in the Blank) 

Medium Package 

(Fill in the Blank) 

Super Package 

Time frame 

XX hours/ 

sessions 

XX hours/ 

sessions 

XX hours/ 

sessions 

Organizing supplies      ã 

E-mail access during sessions ã ã ã 

Detailed action plan ã ã ã 

Removal of donated Items   ã ã 

State a few benefits        

Investment amount $XX $XX $XX  

continued from page 10 

The NAPO-SFBA Regional Conference is the 

most comprehensive professional development 

and career growth opportunity for ALL profession-

al organizers! 

The conference kicks off with a networking recep-

tion on the evening of Friday, October 14th and 

continues all day on Saturday, October 15th. The 

venue tis the beautiful and historic Berkeley City 

Club, convenient to downtown San Francisco and 

easily accessible by public transportation. We 

hope to see you there! 

For more information, visit www.napo-sfba.org/ 

NAPO-SFBA 2011 

Regional Conference 

http://www.organizewithlove.com/
https://naposfbac.memberclicks.net/
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I’m organized. I’ve always been orga-

nized. As a child, I would sit in the gro-

cery cart and categorize items my mom 

would pick off the shelves into little 

zones in the cart. When I couldn’t bal-

ance any more items on my lap, I would 

walk along-side the cart and be sure 

that if any new item was added, it was 

assigned to the right place. 

 

The ability to recognize patterns and 

see boundaries when there are none, 

are two skills that differentiate the 

“organized” people in the world. 

 

Did organizing the grocery cart items 

really matter? It did to me. It helped me 

feel more calm to organize things into 

patterns. Did it matter to my mom? 

Probably not. Although she was 

amused, I do remember her becoming 

a bit exasperated with me at times. But 

what is true is that organized people 

tend to be organized… and no matter 

where you put them – those little quirky 

tendencies will show back up. Like it, or 

not. Some people will dig it and see it 

as something they need. Some people 

want to strangle me. 

 

The most difficult thing about being 

organized most of the time is that when 

you mess up… everyone tends to notice 

it, and they often feel compelled to tell 

you about it. 

 

So, guess who left her purse at home 

the other day when she rushed out for 

her hair appointment? Tada… me! 

 

No one seems to notice when the late, 

messy, unorganized, discombobulated 

person is that way. But they sure notice 

it when the “professional organizer” 

forgets her purse, or leaves her keys 

somewhere for whatever reason. As in: 

“YOU forgot your keys? I thought you 

were supposed to be organized!” 

 

And it happens all the time. It’s like 

telling your friends you’re on a low-carb 

diet, then going out to lunch and feast-

ing on chips, bread, pasta, and choco-

late cake for dessert. At some point, 

someone will muster up the courage 

and say: “Hey – I thought you were do-

ing the low-carb thing… what hap-

pened?” and voila – there’s your hu-

man-ness (the natural tendency for us 

to make mistakes and be in the mo-

ment) staring you in the face. 

 

What I notice about this phenomenon 

is that it can drive integrity in who peo-

ple say they are, and responsibility in 

how they act. 

 

There is an automatic level of account-

ability that comes with stating yourself 

in the world. When you state what is so, 

an automatic transparency appears, 

and the world shows up with a secret 

set of expectations that you are sud-

denly accountable for. Those who 

aren’t ready for the game, of course, 

tend to sit on the sidelines and not play 

it. 

 

Living in a glass house means getting 

real about what is truly going on. Notic-

ing where you are – and accepting what 

is so. It’s the most important step to 

take when you begin to consider 

change. 

As a professional organizer and produc-

tivity consultant, I’m one of those who 

lives in the glass house. And I know 

that people in glass houses shouldn’t 

throw stones. But, today I ask you to 

consider where you are today in a total-

ly transparent way. What are you ac-

countable for? 

 

You’re either on a diet, or you’re not. 

You’re either timely, or you’re not. 

You’re either in control, or you’re not. 

You’re either organized, or you’re not. 

Who are you? Where are you? What is 

so? 

 

Welcome aboard the accountability 

train… we’re going to see everything 

from here! 

Living In A Glass House? 

#ÅÎÁ "ÌÏÃË 

by Cena Block, Sane Spaces, LLC 

Cena Block is the “Mom-preneur 

Clarity Catalyst” and owner of Sane 

Spaces, LLC - Professional Organiz-

ing & Productivity Consulting Ser-

vices which helps professionals and 

business owners increase and mini-

mize wasted time by designing effi-

cient and productive work and life 

systems – eliminating disorganiza-

tion at its source. Visit her website at 

www.sanespaces.com or telephone 

her at 570-351-7146. Cena is Chap-

ter President of NAPO-NNJ (Northern 

New Jersey). 

http://sanespaces.com/
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   IN THE 

news 

+ÁÔÈÉ "ÕÒÎÓ 

Kathi Burns, CPO®, of addSpace To 

Your Life!, wrote tips for getting out of 

the house quickly and efficiently in the 

morning, which were featured in the 

September edition of Womanõs Day 

Magazine. 

$ÅÎÉËËÁ -ÁÌÙ 

Denikka Maly, of The D-Clutter Company, was 

the featured professional organizer on TLC’s 

Hoarding:  Buried Alive television program, 

which aired on August 21, 2011. 

Identity theft occurs when someone uses your name or personal information, such 

as your Social Security number, driver’s license number, credit card number, tele-

phone number or other account numbers, without your permission. Identity 

thieves use this information to open credit accounts, bank accounts, telephone 

service accounts, and make major purchases - all in your name, 

 

How Does Identity Theft Happen? 

 

Identity theft commonly begins with the loss or theft of a wallet or purse. But there are many other ways that criminals can get 

and use your personal information in order to commit identity theft. The following are some examples: 

Ý Phising (pronounced “fishing”) refers to fraudulent communication designed to deceive consumers into divulging per-

sonal, financial or account information. Phising e-mails continue to be prevalent for individuals and companies. Spoof-

ing well-known companies, these e-mails ask consumers to reply, or “click” a link to a fraudulent web page that will ask 

for personal information, such as their credit card number, Social Security number or account password. 

Ý Phone Phishing (also called “Vishing”) is another way fraudsters try to collect sensitive information from you. In this 

type of fraud, the fraudster will either contact you by telephone or send you a fake e-mail and ask for you to respond by 

telephone. 

Ý Dumpster Diving occurs when criminals physically go through your trash receptacle in an effort to find information you 

discarded. 

Source:  www.americanexpress.com 

https://www.americanexpress.com/
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¶ Call former clients and check-in/

follow-up; ask for referrals. 

¶ Have a list of marketing ideas, ask 

“which ones will bring more business 

and will work?” 

¶ Do a special promotion. 

¶ Keep moving forward in the direction 

of your business:  bookkeeping, 

newsletter, referrals. 

¶ Stay balanced:  exercise, stay con-

nected with family and friends. 

¶ Go back to school and study - contin-

ued education. 

¶ Keep up with trends:  Twitter and 

Facebook. 

¶ Partner with someone else and con-

nect with other organizers, someone 

who knows what you’re going 

through. 

¶ Network and build connections. 

¶ Keep going to NAPO Meetings. 

¶ Partner with others outside of profes-

sional organizing. 

¶ Talk to others outside the field to get 

ideas, at all different venues and one

-on-one meetings. 

¶ “OK universe I’m ready” - change 

your mindset. 

¶ Attitude. 

¶ Activity breeds activity. 

¶ More willing to take a risk. 

¶ Start a second revenue stream. 

¶ Changed pitch and/or services, even 

to same clients. 

¶ Have other things to do too - book 

projects, etc. 

¶ Developing products, service to offer 

DIY’s. 

¶ Create affiliates, joint ventures/

complimentary services. 

¶ Look at things in own life that need 

to be organized. 

¶ Check in with clients to see if they 

need some maintenance. 

¶ Power partners, getting involved with 

senior groups and other groups. 

¶ Update brochures, website, put down 

in writing - document processes and 

systems. 

¶ NAPO Meetings, training, confer-

ences. 

 

¶ Get support from peers, trouble-

shooting. 

¶ Look at business marketing plans. 

¶ Do projects you didn’t have time for 

before. 

¶ Do things that get your creative juic-

es flowing again. 

¶ Send clients articles that they may 

have an interest in, a great way to 

reconnect and get business. 

¶ Go back through to connect with cli-

ents from before. 

¶ Send out cards to clients. 

¶ Clean out desk, go through files, fol-

low-up on projects. 

¶ Call/connect with other organizers to 

network and assist each other. 

¶ Call clients to ask for referrals. 

¶ Organize before/after photos for cli-

ents. 

¶ Networking meetings. 

¶ Reach out to the community, get 

involved. 

¶ Try to keep busy with other things. 

Roundtable Discussion/Running Your Organizing Business 

Question:  At different times of the year your company may have less business than at other times. What are some 

    strategies and techniques you have found helpful to:  1) Pick yourself up and not beat yourself up about it 

    and 2) Get back in the game of running a successful business? 

Can Potential New Clients Find You?  

¶ Do you wonder why you are not getting 

any phone calls from potential new cli-

ents? 

¶ Are you making it difficult for people to 

reach you? 

¶ Have you updated your specialties, so 

you can attract new clients? 

¶ Have you filled out the additional infor-

mation section, so people can learn 

more about your business? 

 

This is a reminder to all Chapter members -  

the NAPO-San Diego website is a very 

valuable tool and can be the first place 

potential clients look for you. Our website is 

now user friendly and it is very easy to up-

date or change your listing in the Member 

Directory. 

 

Take a minute to look at your listing on the 

NAPO-San Diego website at 

www.naposandiego.com. You might want 

to check your listing on the NAPO website 

too, just to make sure your information is 

correct. 

Remember, you 

also have the 

opportunity to 

add upcoming workshops, organizing 

events, and Chapter events to the Event 

Calendar. So, if you have an event that 

would be of interest to the public or our 

Chapter members, list it on the Event Cal-

endar section of our website. 

 

If you need assistance or have any ques-

tions, please contact Sandy Mathews, 

Website Coordinator.  

http://www.naposandiego.com/


Use only clear tabs. Throw away the 

colored tabs that come with color 

hanging files. It’s difficult to read a 

label through color. 

Mission Statement 

NAPO-San Diego is an 

organization dedicated to 

bringing Professional 

Organizers together 

through networking, 

education, professional 

growth, industry updates, 

support, and public 

awareness. All 

businesses/individuals 

committed to the 

organizing field are 

welcome to join. 
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Ticket stubs and memorabilia ~ place them in a photo 

album or memorabilia box or throw them away. Only 

save those items that really capture special memories. 
òClutter - The Elephant in the Roomó Book 

Dhawn Hansen, CPO® & Tracey Turner, CPO® 

   TIP 

5ƻ ȅƻǳ ƘŀǾŜ ŀ ǉǳŜǎǝƻƴ ƻǊ ǘƻǇƛŎ ȅƻǳ ǿƻǳƭŘ ƭƛƪŜ ǘƻ 

ǘŀƭƪ ŀōƻǳǘ ŀǘ ƻǳǊ ǊƻǳƴŘǘŀōƭŜ ŘƛǎŎǳǎǎƛƻƴǎΚ {ǳōƳƛǘ 

ȅƻǳǊ ǉǳŜǎǝƻƴǎ ŦƻǊ ǘƘŜ wƻǳƴŘǘŀōƭŜ LƴǘǊƻŘǳŎǝƻƴǎκ 

wǳƴƴƛƴƎ ¸ƻǳǊ hǊƎŀƴƛȊƛƴƎ .ǳǎƛƴŜǎǎ ǎŜƎƳŜƴǘ 

ǘƻ {ǳŜ /ǊǳƳ ŀǘ ǎǳŜϪǘƘŜǊŜŘǘŜŀƳΦŎƻƳΦ 

Create a home for remote controls with 

a small basket or tray that permanently 

resides on your coffee or side table - 

the remote controls will be less likely to 

turn up missing.  



Theresa at the Grand Canyon 

Marital Status - married, Kevin. I collect - charms - I love charm bracelets. 

Work experience - Marketing. Favorite music - love all music! 

Places I have lived - Ohio, Maryland, Illinois and now California. Pets - NONE! 

Favorite movie - too many to count...I love comedies. Makes my laugh - nieces and nephews. 

If I won the lottery, I would - buy a house. 

To relax - watch TV or crochet. 

Hobbies, talents or special interests - marketing consultant, watching 

TV, baking, and running. 

Favorite food - ice cream, chocolate and peanut butter. Last book I read - currently reading Dan Brown’s The Lost Symbol. 

Worst food - broccoli. One regret in life - none! 

Favorite store - Home Goods. Best “free” thing to do in San Diego - beach. 

In my spare time, I like to - spend time with my husband. Travel anywhere in the world - Europe. 

Best vacation - Ireland with my husband in 2008, we decided to go 

and planned the entire trip just 10 days before we left. 

I wish I was able to - snap my fingers and be anywhere I want to be 

without paying to get there or taking the time to get there. 

Most memorable trip - South Korea to visit my husband when he was 

stationed there in 2009. 

Favorite restaurant - Graeters Ice Cream in Cincinnati. 

Interesting information - I’ve moved twice in seven months - from 

Maryland to Illinois to California. I’ve been in three NAPO Chapters in 

one year. I’ve restarted Ready Aim Organize three times! 

Favorite thing about being a PO - seeing a client proud of their ac-

complishments. 

Most challenging part of my job - always wanting to do more to help a 

family. 

Why I became a PO - In high school, I read an article about a profes-

sional organizer in the local paper and I told my mom that this is 

what I want to do someday. After several years in product marketing, 

I’m finally doing it! 
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Theresa Finnigin joined NAPO in January, 2009 and NAPO-San Diego Chapter 

in March, 2011. The name of her business is Ready Aim Organize. Theresa is 

currently the Director of Marketing for the NAPO-San Diego Chapter. Here are 

some interesting things that maybe you didn’t know about Theresa: 

Happy Birthday  

Natasha Rickert - October 11 

Tiffany Mock Holton - October 13 

Jan Behrhorst - October 24 

Donna Cowan - October 24 

Risa Goldberg - October 29 

Hanging tabs to the front.  

When attaching tabs to hanging file 

folders, put the tab in the front of the 

folder rather than the back. Youôll still 

be able to easily read the tab even if 

the folder is full.  
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WHAT IS A PROFESSIONAL ORGANIZER? 

A professional organizer enhances the lives of clients by designing systems and processes using 

organizing principles and through transferring organizing skills. A professional organizer also educates 

the public on organizing solutions and the resulting benefits. Professional organizers help individuals 

and businesses take control of their surroundings, their time, their paper, and their systems for life. 

When storing kids toys, 

avoid huge bins. Use 

smaller bins by theme. 

Toys will be easier to find 

and to put away. 

To find cookware quicker, 

store it according to func-

tion (colanders with pasta 

pots, mixing bowls with 

bake ware). 

Productivity Tip 

Read only the important e -mails.  

No matter how many funny internet jokes your friends send you, skip 

them until break time or save them for when you have downtime be-

tween projects. Create a special file for unread e-mail messages. 

Dump everything in that file and open it only when you have time. 

Delete spam e-mail as soon as you see it. Youôll save space on your 

hard drive and maybe even prevent yourself from downloading a com-

puter virus. 

Donôt store product manuals 

in your files, since they are 

rarely accessed and very 

bulky. Store them in an 

accordion file by category 

on a shelf. 



Page 18 October, 2011 

Plan a Successful Estate Sale 

You don’t need to own an estate to have an estate sale. But you do need to know that estate sales differ sig-

nificantly from garage sales. In an estate sale, you pay a company a fee to manage the event and sell every 

single item in the home. This is often the best course to choose after a divorce or a death in the family. You 

don’t do any of the actual selling, but there’s plenty of work to do to prepare for one. 

1. Create an inventory of the contents 

of the home, garage, yard and oth-

er properties. Make a separate list 

of important documents, including 

real estate deeds, stocks, bonds, 

insurance papers, bank accounts 

and personal papers. Locate valua-

ble assets, including jewelry, cash 

and artwork. Sort through the per-

sonal effects and determine how 

you will dispose of them. 

2. Hire a professional organizer to 

help you with the estate, especially 

if you live far away and can’t invest 

the time, or if the process is too 

emotionally difficult. An organizer 

can help you decide what to keep, 

throw away, give to relatives or sell, 

and can suggest places to donate 

unwanted items. He or she will also 

inventory the remaining posses-

sions, pack or oversee the packing, 

and arrange for storage and ship-

ping of household items. 

3. Interview at least two estate sale 

companies. Ask to see a business 

license and insurance policy. Call 

recent customers and ask lots of 

questions. Get a reliability report 

from the Better Business Bureau 

(www.bbb.org). Give each company 

a copy of your inventory and expect 

them to inspect the house’s con-

tents. 

4. Ask what the company estimates 

you’ll earn from the sale, what its 

fees are (usually a percentage of 

the gross), and what those fees 

cover and what its timeline is for a 

sale of property like yours. Get de-

tails on what advertising the com-

pany will do in advance of the sale. 

5. Make sure the company you 

choose has expertise (on staff or 

on call) if the estate includes valua-

ble items, such as antiques, jewelry 

or artwork. Reserve the right to get 

independent appraisals if you’re 

not satisfied with the company’s 

appraisal. You’ll pay for your own 

appraisals. 

6. Find out if the company policy al-

lows dealers to come in before the 

sale to buy items. This is not neces-

sarily a problem. 

7. Inquire about the company’s after-

sale procedures. Will it contact a 

charity to remove items that don’t 

sell? (Make sure you get the tax-

deduction receipt.) Will it haul away 

trash and leave the house empty 

and broom-clean? 

8. Choose a company based on the 

information you’ve collected. Get a 

written contract and make sure it 

covers all aspects of the sale - 

when it will take place, what the 

costs will be, how much advertis-

ing will be done, appraisal of spe-

cial items, and so on. 

9. Arrange to get a complete account-

ing of the sale when it’s complet-

ed. 

10. Sell everything - junk and all - to an 

auction house or liquidator for the 

easiest solution. Either will take a 

percentage of the total sales fig-

ure, so there’s no out-of-pocket 

expense for you.  

Tips:  Make sure that estate sale com-

panies don’t charge you for the initial 

interview and inspection. 

 

Look for a company that can provide 

lockable showcases if your estate con-

tains small, valuable items, such as 

jewelry. 

 

Who Knew?  Find out if the sale com-

pany will bring leftover items from oth-

er sales to your estate sale. This is not 

necessarily a problem, but many peo-

ple want to know about it. 

 

Warning:  Stay away from the home 

during the sale. It’s often emotionally 

difficult to see family heirlooms carried 

off by strangers. 

Reproduced with permission from Peter Walshõs How to Organize Just About Everything, published by Free Press 

(ISBN 0743254945) © Weldon Owen Inc. 

http://www.bbb.org/


Mark Your Calendar 
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 Sun Mon Tue Wed Thu Fri Sat 

Monday, October 10, 2011 - 5:00 pm to 6:00 pm - Prospective Organizer Meeting 

Monday, October 10, 2011 - 6:15 pm to 8:30 pm - NAPO-San Diego Chapter Meeting 

October 14-15, 2011 - NAPO-SFBA 2011 Regional Conference, Berkeley City Club, 

                                       Berkeley, CA 

Saturday, October 15, 2011 - 10:00 am to 2:00 pm - NAPO-San Diego Shoe Drive,  

                                                   Lawrence Family Jewish Community Center, La Jolla, CA 

Monday, November 14, 2011 - 5:00 pm to 6:00 pm - New Member Orientation 

Monday, November 14, 2011 - 6:15 pm to 8:30 pm - NAPO-San Diego Chapter Meeting 

Topic:  Asset Inventory:  What Organizers Need to Know 

Guest Speakers:  Beth Kennedy and Bonnie Laverty of Cornerstone Asset Inventory 

 

Organizers are in a perfect position to offer support to clients in creating an asset inventory for their 

home or business, as our clients are looking to us as experts in putting “stuff” in order. Having an under-

standing of what an inventory should consist of and why it is important are good for any organizer to 

know. 

 

Beth and Bonnie’s presentation will provide the general why’s and how’s of creating an inventory, which 

organizers can put to use in their own business to work with clients to get this done, and will also show 

the high level of detail that they go into with their digital inventories, so we will understand what a client 

would receive if we were to refer them to Cornerstone Asset Inventory. 

UPCOMING PROGRAM 

NAPO-San Diego Chapter Meeting 

October 10, 2011 

Happiness is a place between too little and too much. 

 
     ~ Finnish proverb 



NAPO-San Diego Chapter 

P.O. Box 1824, La Jolla, CA  92038 

Info Line:  760-803-2786 

www.naposandiego.com 

Guidelines:  The San Diego Statement 

newsletter is published monthly. Ads must 

be received by 12 Noon on the 15th of the 

month to be included in the next month’s 

issue. Link to website or email is available. 

Ad must be camera-ready and a JPEG file 

(no larger than 300 KB). Additional charge 

for design/layout work. All ads must be  

pre-paid. NAPO-San Diego Chapter makes 

no endorsement of products or services 

advertised. Advertisers assume all liability 

for their products or services. 

Send ads and any inquiries to: 

Sandy Mathews at 

helpinghandsetc@yahoo.com. 

You now have the opportunity to advertise 

in our newsletter, San Diego Statement. 

NAPO-San Diego Chapter Members receive 

a 10% discount on advertising rates. The 

following rates are per issue: 

 

 

 

 

 

 

 

Advertise in the San Diego Statement 

Size Rate 

1/8 page ad 

(h 2¼” x w 3½”) 

$10.00  

1/4 page ad 

(h 4½” x w 3½”) 

$20.00  

1/2 page ad 

(h 4½” x w 7½”) 

$40.00  

full page ad 

(h 9½” x w 7½”) 

$80.00  

Place Your Ad 

Here 

San Diego Statement Newsletter 

Submission Guidelines:  Submit text in Microsoft Word attach-

ment and ads and pictures in JPEG file format. Send to Sandy 

Mathews at helpinghandsetc@yahoo.com. Published monthly, 

the contents are copyrighted, with all rights reserved. 

Deadline:  All articles, ads and submissions must be received 

by 12 Noon on: 

Jan. 15 for print on Feb. 1 July 15 for print on Aug. 1 

Feb. 15 for print on March 1 Aug. 15 for print on Sept. 1 

March 15 for print on April 1 Sept. 15 for print on Oct. 1 

April 15 for print on May 1 Oct. 15 for print on Nov. 1 

May 15 for print on June 1 Nov. 15 for print on Dec. 1 

June 15 for print on July 1 Dec. 15 for print on Jan. 1 

October 10, 2011, 5:00 pm to 6:00 pm 

Prospective Organizer Meeting ($30 for Visitors, 

includes admission to Chapter meeting follow-

ing); $10 fee for Members. 

October 10, 2011, 6:15 pm to 8:30 pm 

Chapter Meeting (Visitor Fee $20) 

6:15 Networking 

6:45 Introductions and Begin Meeting 

7:15 Program: 

Topic:  Asset Inventory:  What Organizers Need to 

Know 

Guest Speakers:  Beth Kennedy and Bonnie 

Laverty of Cornerstone Asset Inventory 

8:30 Adjourn (optional networking until 9:00 pm) 

Location: 

     Lawrence Family Jewish Community Center 

     4126 Executive Drive, La Jolla, CA  92037 

     Phone:  858-457-3030 

Meeting Information 

National Association of Professional Organizers (NAPO) 

15000 Commerce Parkway, Suite C,  

Mount Laurel, NJ  08054 

856-380-6828 

www.napo.net 

Parking Problem? 

Since there is limited parking in front of the building, 

drive around to the back - there is ample parking in 

the back of the building. 

 

Meeting Locations 

¶ Chapter meetings are held in the Teen Lounge 

Room - 2nd Floor. 

 

¶ Board meetings are held in the Executive Board 

Room - 2nd Floor. 

±ƛŘŜƻ ƎŀƳŜǎΦ tǳǊŎƘŀǎŜ ŀ ǊƻƭƭƛƴƎ ŎŀǊǘ ǘƻ ƘƻǳǎŜ ǘƘŜ 

ǾƛŘŜƻ ƎŀƳŜ ǎŜǘ ŀƴŘ ŀƭƭ ǘƘŜ ƎŀƳŜǎ ǘƘŀǘ Ǝƻ ǿƛǘƘ ƛǘΦ 

http://www.naposandiego.com/
mailto:helpinghandsetc@yahoo.com
mailto:helpinghandsetc@yahoo.com
http://www.napo.net/

